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1.
  (S-R  Model) 

(Kotler, 2003 : ,2546)

 ( Stimulus ) 

 ( Buyer’s black box ) 

( Buyer’s characteristics )  ( Buyer’s response ) 

 ( Buyer’s purchase decision )

        1.1  ( Stimulus )  ( Inside stimulus ) 

 ( Outside stimulus ) 

 (  ) 
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1.1.1  ( Marketing stimulus ) 

.  ( Product ) 
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.  ( Price ) 

          .  ( Distribution ) 

      .  ( Promotion ) 

   1.1.2  ( Other stimulus ) 

          .  ( Economic ) 

         .  ( Technological ) -

                  .  ( Law and political ) 

                          .  ( Cultural ) 

         1.2   ( Buyer’s black box) 

 ( Black box ) 

1.2.1  ( Buyer’s characteristics) 

                1.2.2  ( Buyer’s decision process ) 

 ( Problem recognition )  ( Information searching ) 

 ( Evaluation of alternatives)  (Purchase decision) 

 (Post-purchase behavior)

        1.3  ( Buyer’s response ) 

 ( Buyer’s purchase decisions ) 

 (Product decision)  ( Store decision ) 

 ( Method of purchase decision ) 
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2.1 (Service marketing Mix) 

 (Service marketing Mix)  

 (Kotler, 1997 ,2542 : 312-314)

 2.1  (Product)  

(Core Benefit) (Expected Product) 

(Augmented Product) (Potential Product) 

                            2.2  (Price) 

           2.3  (Place) 

2.4  (Promotion) 

 (Word of Mouth) 
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  2.5  (People)  (Employee)  

 (Selection)  (Training) 

(Motivation)

 2.6  (Physical evidence and 

presentation)

2.7  (Process)
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3.

 1050 
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. (1988)

( ,2552: )

4.
 (2547)

( .):

 400 

 ( .)

 2 

 (2547) 
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 100 

-

 (2548)

400

 (2551) 

 400 

 (t-test) 

 (One-way ANOVA)  


